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Dear  Friends  of  the  MSBDC: 

This  report  highUghts  the  MSBDC  network's  fourteenth  year  of  service  to  the 
small  business  community  of  Massachusetts.  During  the  past  year,  revitalized 
public-private  partnerships  that  form  the  foundation  of  the  network  helped  the 
MSBDC  to  achieve  new  levels  of  performance  and  service  quality.  The  result  was 
nearly  31,000  hours  of  counseling  assistance  and  158  training  programs  for  over 
7,000  small  business  clients. 

The  MSBDC's  resource  base  emanates  from  a  permanent  foundation  provided  by 
the  U.S.  Small  Business  Administration  and  the  Commonwealth  of  Massachusetts 
Executive  Office  of  Economic  Affairs  through  the  Massachusetts  Office  of  Business 
Development.  Equally  critical  is  the  MSBDC's  consortium  of  host  institutions  of 
higher  education,  led  by  the  University  of  Massachusetts  Amherst  through  its  School  of  Management.  The  consortium  includes 
Boston  College,  Clark  University,  Salem  State  College,  and  the  University  of  Massachusetts  Dartmouth  and  Boston  campuses. 
A  final  foundation  stone  is  our  partnerships  with  the  business  community,  including  chambers  of  commerce  and  business 
leaders.  During  the  past  year,  the  MSBDC  expanded  its  service  delivery  capability  through  new  partnerships  with  the 
Massachusetts  Port  Authority,  the  Massachusetts  Industrial  Finance  Agency,  the  Western  Massachusetts  Electric  Company, 
and  the  South  Eastern  Economic  Development  Corporation. 

As  this  report  demonstrates,  the  MSBDC  and  its  partners  generate  exciting  results.  Last  year,  for  example,  MSBDC  partnerships 
helped  establish: 

•  The  Massachusetts  Export  Center — the  Commonwealth 's  first  one-stop  outlet  for  all  of  the  state 's  international 
trade  assistance  services.  Managed  by  the  MSBDC  and  located  at  the  World  Trade  Center  in  Boston,  the  new  center 
also  includes  the  following  partners:  the  Massachusetts  Port  Authority,  the  Massachusetts  Office  of  International 
Trade  and  Investment,  the  Massachusetts  Industrial  Finance  Agency,  and  the  Massachusetts  Office  of  Business 
Development.  Massachusetts  businesses  that  want  timely  international  data,  trade  promotion  information,  and  other 
services  are  only  an  800  number  away  from  the  center's  vast  resources. 

•  An  intensive  four-month  ISO  9000  training  program  with  the  Center  for  Manufacturing  Productivity  at  the  University 
of  Massachusetts  Amherst.  Fourteen  small  business  participants  have  completed  the  program,  which  employs  trainers 
from  the  British  Standards  Institution  in  London.  To  date,  three  participants  have  received  ISO  9000  registration. 

•  Preparing  small  businesses  in  southeastern  Massachusetts  for  participation  in  an  innovative  SBA-secured  loan 
program  with  earmarked funding  from  fifteen  banks.  Through  its  center  at  the  University  of  Massachusetts  Dartmouth, 
the  MSBDC  is  working  with  the  U.S.  Small  Business  Administration  and  the  South  Eastern  Economic  Development 
Corporation  to  ensure  that  small  firms  complete  the  necessary  business  and  financial  planning  required  by  the  loan 
program. 

In  addition  to  these  partnerships,  this  report  profiles  notable  achievements  of  MSBDC  clients  and  the  valuable  assistance  that 
they  received  from  MSBDC  management  counselors  and  host  academic  institutions. 

Thanks  to  our  partnerships  and  our  dedicated  staff,  the  MSBDC  enjoyed  an  exemplary  year.  We're  confident  that  in  1995 — 
our  fifteenth  year  of  service — we  will  build  on  these  accomplishments  to  the  continued  benefit  of  the  small  business  community. 
If  you  are  a  small  business  owner  in  Massachusetts,  we  invite  you  to  phone  us  and  learn  more  about  our  resources. 

John  F.  Ciccarelli 
State  Director 
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Counseling/Training 

Clients  Counseled  4,167 
Hours  of  Counseling  30,848 
Training  Programs  158 
Training  Attendees  2,862 


Financing  Secured 

110  Clients  $16,614,500 
Range  $1,500  -  $1,800,000 
Average  $151,041 


Client  Profile 

Women  1,248  30% 

Minorities  661  16% 


Age  of  Business  Served 


5  Years  and  Older 


Achievements  1980-1994 


Counseling  Clients 
Training  Programs 
Training  Attendees 
Financing  Secured 
Jobs  Created 


44,111 
1,890 

39,353 
$166,141,686 
4,044 


Preventure 


1^  Years 
Old 


Service  Retail  Manufacturing     Wholesale  Construction 
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Massachusetts  Export  Center  Staff:  Lisa  Gentile.  Administrative/Research  Assistant  (seated); 
Susan  Deacy,  Trade  Specialist:  Paula  Murphy,  Director:  Kathleen  Kinahan.  Trade  Specialist  (I  to  r) 


Four  years  ago,  the 
MSBDC's  International 
Trade  Program  didn't 
exist;  last  year,  its  statewide 
Partners  for  Trade  seminars 
attracted  over  640  businesspeople 
and  its  International  Trade  Data 
Network  provided  customized 
trade  leads  and  market  research 
reports  to  over  250  exporters.  At 
the  same  time,  the  MSBDC  played 
a  key  leadership  role  in  the  state's 
new  Massachusetts  Export  Center, 
an  information  and  referral  service 
that  by  the  end  of  its  first  year  will 
have  handled  requests  from  2,500 
exporters. 

"With  the  right  product,  market, 
and  overseas  business  partner,  a 
small  firm  is  just  as  likely  as  a 
large  one  to  succeed  in  exporting," 
insists  Paula  Murphy, 
Management  Counselor  with 
MSBDC's  International  Trade 
Program  and  Director  of  the  new 
export  center.  "If  we  can  connect 
a  small  business  with  the  right 
overseas  distributor,  the 
partnership  and  its  export 
relationship  will  usually  manage 
itself."  That  formula  and  the 
growing  importance  of  the  global 
marketplace  itself  have  spawned 
unprecedented  interest  in  small 
business  exporting. 

"Through  the  export  center,  the 
MSBDC  and  other  participants 
offer  the  business  community 
convenient  one-stop  shopping  for 
all  state  export  services,"  notes 
Murphy,  whose  appointment  as 


director  underscores  the 
MSBDC's  key  role  in  the  center. 
Other  quasi-state  and  state 
agencies  represented  through  the 
center  are  the  Massachusetts  Port 
Authority,  the  Massachusetts 
Office  of  International  Trade  and 
Investment,  the  Massachusetts 
Industrial  Finance  Agency,  and  the 
Massachusetts  Office  of  Business 
Development.  With  these 
impressive  forces,  the  center  can 
handle  almost  any  export 
challenge.  Where  else  can  a 
business,  by  calling  an  800 
number,  get  fast  turnaround 
leading  to  one-on-one  export 
counseling;  training  workshops 
and  seminars;  and  overseas  market 
research,  statistics,  and  trade 
leads?  Or  perhaps  a  firm  seeks 
information     about  export 


financing,  state-sponsored  trade 
missions,  and  meetings  with 
visiting  international  business 
delegations.  "We  offer  all  those 
services  and  a  great  deal  more," 
says  Murphy.  "And  if  we  don't 
have  a  service,  we  know  who 
does." 

From  their  office  in  Boston's 
World  Trade  Center,  Murphy,  an 
administrative/research  assistant, 
and  two  trade  specialists  from 
Massport  and  the  Massachusetts 
Office  of  International  Trade  and 
Investment  handle  requests  each 
month  from  about  250  businesses, 
most  of  them  small  or  medium  in 
size.  The  center,  says  Murphy,  was 
more  than  a  year  in  the  making. 
"From  day  one,  Governor  Weld 
has  been  an  energetic  advocate  of 
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free  trade,"  she  observes.  "When 
his  International  Trade  Advisory 
Board  (comprised  of  business 
leaders)  recommended  the 
center's  creation,  he  acted  quickly 
to  get  us  up  and  running.  Both  the 
Governor  and  the  Board  wanted 
to  streamline  government  services 
by  establishing  a  single  point  of 
contact."  The  Governor,  Murphy 
adds,  has  also  been  enthusiastic 
about  trade  missions.  In  December 
he  led  a  Massachusetts  mission  to 
Ireland  and  the  United  Kingdom; 
in  February,  he  will  play  a  similar 
role  in  a  mission  to  India.  "I 
participated  in  the  Ireland  trip 
myself,"  notes  Murphy, 
"specifically  on  behalf  of  four  new 
MSBDC  clients." 

Lyne  Kendall,  Murphy's 
MSBDC  counterpart  in 
Central  and  Western 
Massachusetts,  is  equally 
enthusiastic  about  exporting.  Like 
Murphy,  Kendall  helps  firms 
devise  export  strategies  and 
identify  export  opportunities 
through  the  MSBDC's  on-line 
trade  lead  service.  Orchestrated  by 
Laura  Howard,  MSBDC's  Data 
Resource  Manager,  the  service 
employs  the  International  Trade 
Data  Network,  and  is  updated 
twice  a  week.  Howard 
supplements  that  with  frequent 
searches  of  the  National  Trade 
Data  Bank,  a  monthly  CD-ROM 
disk  that  presents  the  latest  export 
market  research,  statistics,  and 
trade  development  and  policy 
reports. 


Observes  Maggie  Boatright- 
McEvoy,  president  of 
MBM  Associates  in  Worcester,  "I 
don't  know  how  I'd  get  my  export 
market  information  without 
Lyne's  assistance."  Boatright- 
McEvoy  and  her  small  cadre  of 
technical  consultants  train 
companies  to  manage  operating 
systems  like  Unix  that  allow  them 
to  navigate  in  wide-area,  open 
systems,  including  the  Internet. 
"We  focus  on  the  network  and  its 
management,  not  on  the  end  user," 
she  emphasizes.  In  recent  months, 
Boatright-McEvoy  has  been 
developing  electronic  courseware 
for  export.  "Lyne  helped  me  create 
a  profile  of  target  markets  by 
determining  what  hardware  and 
systems  were  in  use  in  various 
countries.  The  high  cost  of 
developing  courseware  and  the 
restrictive  number  of  lucrative 
target  markets  convinced  us  that 
our  first  product  had  better  be  a 
guaranteed  seller  and  it  had  better 
be  in  English.  After  we  agreed  on 
the  United  Kingdom  as  our  first 
choice,  it  took  Lyne  little  time  to 
pull  up  a  working  list  of  potential 
distributors." 

Boatright-McEvoy  met  Kendall  at 
a  one-day  Partners  for  Trade 
export  seminar  sponsored  by  the 
Worcester  Area  Chamber  of 
Commerce,  the  MSBDC,  and  the 
other  Massachusetts  Export 
Center  constituent  agencies.  Now 
in  its  fourth  year.  Partners  for 
Trade  brings  the  state's  export 
specialists  to  local  communities 


through  host  chambers  of 
commerce  and  regional  economic 
development  agencies.  Regardless 
of  an  exporter  or  would-be 
exporter's  sophistication,  there's  a 
Partners  for  Trade  seminar  that  can 
meet  its  needs.  Since  its  inception. 
Partners  for  Trade  seminars  have 
attracted  over  1500  participants. 
"Start  Thinking  Export"  seminars 
cover  the  basics  of  researching 
foreign  markets,  developing  trade 
contacts,  and  other  activities. 
Advanced  seminars  explore 
export  logistics,  international 
financing,  advanced  letters  of 
credit,  and  other  topics.  Still  other 
seminars  focus  on  geographical 
areas  like  China,  Israel,  Eastern 
Europe,  and  Australia. 

The  MSBDC  also  coordinates 
training  programs  that  move 
companies  towards  ISO  9000 
(International  Organization  for 
Standardization)  certification. 
With  ISO  certification  a  virtual 
admission  requirement  to  markets 
in  the  European  Community,  it's 
understandable  that  a  growing 
number  of  small  business 
exporters  have  become  avid 
consumers  of  ISO-related  training. 
For  its  ISO  programs,  the  MSBDC 
teams  up  with  two  partners — the 
University  of  Massachusetts 
Center  for  Manufacturing 
Productivity  (CMP)  and  the 
British  Standards  Institution 
(BSI).  The  MSBDC  manages  the 
program,  providing  administrative 
support,  prescreening  potential 
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applicants  to  the  program,  and  working  very  closely  with  selected  companies  both  before,  during  and  after  the 
program  to  ensure  that  their  expectations  and  objectives  have  been  met.  With  assistance  from  the  British 
Standards  Institution,  the  CMP — a  joint  venture  between  the  UMass  School  of  Management  and  the  College 
of  Engineering — does  most  of  the  training.  Trainers  are  typically  School  of  Management  faculty  members  and 
BSI  representatives.  School  of  Management  students  also  participate  in  the  program  by  working  full  time  at 
the  companies  interviewing  employees,  writing  procedures,  and  compiling  components  of  the  quality  system 
in  compliance  with  the  requirements  of  ISO  9000. 


After  two  years,  fourteen  participants  have  completed  the  program.  Three  of  the  firms — the  Bemis 
Corporation  in  Pepperell,  the  duMont  Corporation  in  Greenfield,  and  United  Engineers  in  Holyoke — 
have  already  received  certification.  The  first  to  earn  the  distinction,  duMont,  is  a  manufacturer  of  industrial 
broaches  that  cut  serrations,  keyways  and  holes  in  metal.  The  firm,  which  sells  20%  of  its  products  overseas, 
gained  certification  in  an  astonishing  twelve  months.  The  duMont  Corporation's  participation  in  the  training 
program,  observes  its  president,  Peter  Elliott,  helped  the  firm  achieve  certification  in  half  the  usual  time  and  at 
a  modest  cost. 

"The  duMont  Corporation  is  not  the  stereotypic  MSBDC  client,"  notes  Kendall.  "When  Peter  originally 
approached  us,  he  had  his  house  very  much  in  order.  The  company  was  well-managed  and  savvy  in  the  ways  of 
overseas  markets.  Peter  knew  that  ISO  certification  was  inevitable;  we  helped  him  obtain  it  more  quickly. 
Since  then,  as  duMont's  overseas  markets  have  continued  to  expand,  we've  assisted  the  firm  in  other  ways. 
When  Peter  wanted  to  add  Mexico  and  Venezuela  as  export  markets,  we  researched  all  the  export  certification 
requirements  in  those  countries.  Small  business  exporters  should  take  notice:  we  can  be  a  resource  for  you 
regardless  of  your  size  and  sophistication!" 


Partners  for  Trade,  an  executive  seminar  series,  is  now  in  its  fourth  successful  year.  Last  year  over  640 
businesspersons  attended  30  seminars  throughout  the  state.  Programs  are  held  in  conjunction  with  chambers  of 
commerce  and  other  economic  development  entities.  Last  year  programs  were  held  throughout  the  state  in 
Andover,  Bedford,  Brockton,  Chicopee,  Fall  River,  Hadley,  Holyoke,  Leominster,  Pittsfield,  Salem  and 
Worcester.  The  popular  Doing  Business  In...  series  discussed  the  countries  of  China,  Eastern  Europe,  Israel, 
Italy,  Portugal,  Russia,  and  Spain.  The  following  lists  seminars  and  number  of  attendees. 


Advanced  Letters  of  Credit  •  77 
Basics  of  Exporting  •  43 
Doing  Business  In...  •  208 
Export  Logistics  •41 
Export  Opportunities  for  Software  Companies  •  17 
International  Finance  Options  •  59 
ISO  9000  •  90 
Start  Thinking  Export  •  106 
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Metro  Boston  Regional 
Boston  College 


Waltham,  Massachusetts 


James  Cornie,  as  president 
and  founder  of  MMCC— 
Metal  Matrix  Cast 
Composites — had  a  great  deal 
going  for  him.  At  Westinghouse 
R&D  and  Textron  Specialty 
Materials,  Dr.  Cornie  had  garnered 
considerable  experience  in 
operations,  marketing,  and 
research.  In  1983  he  had  moved 
to  MIT,  where  he  organized  and 
directed  its  Laboratory  for 
Inorganic  Composites.  And 
recently,  he  gained  small  business 
experience  as  a  founding  partner 
of  another  high-tech  start-up, 
PCAST.  With  all  this  under  his 
belt,  why  seek  out  the 
Massachusetts  Small  Business 
Development  Center? 

"I  needed  to  write  a  business  plan 
to  shape  my  own  ideas  about 
organizing  the  business,"  Cornie 
recalls.  "At  the  same  time  I  needed 
a  business  alter  ego  to  critique  the 
evolving  plan."  That's  where 
MSBDC  Senior  Management 
Counselor,  Joe  Andrews,  entered 
the  picture.  Andrews  pointed  out 
strengths  and  weaknesses  in 
Comie's  financials  and  in  his  plan 
to  fuel  his  firm's  growth.  "Joe  was 
especially  wary  of  the  temptation 
to  finance  growth  by  ceding 
control  to  venture  capitalists," 
observes  Cornie.  "Jim,"  he  said, 
"you're  nationally  known  and 
respected,  but  you  can't  capitalize 
on  that  unless  you  maintain 
control  of  the  firm."  Cornie's 
response  was  to  reject  the 
advances  of  three  venture 
capitalists. 


Comie's  suitors  knew  a  good  thing 
when  they  saw  it.  Metal  matrix 
composites,  i.e.,  metals  reinforced 
with  ceramic  particles  or  fibers, 
are  an  emerging  class  of  materials 
that  have  broad  applications  in 
automotive,  industrial,  and 
electronic  markets.  The  new 
materials  can  reduce  the  weight 


Jim  Cornie,  President  of 
MMCC 


and  improve  the  efficiency  of 
combustion  engines;  they  also 
have  a  bright  future  in  the 
packaging  that  surrounds  circuits 
in  computer  chips.  Developed  by 
Cornie  at  MIT,  his  firm's  pressure 
infiltration  casting  process 
technology  offered  distinct 
advantages — including  reduced 
mass  and  lower  cost — over  the 
competition.  Added  to  this,  his 
technology  proved  superior  in 
manufacturing  conventional 
unreinforced  castings  as  well. 


To  minimize  his  risk  and  costs, 
Cornie  created  MMCC  as  a  tech- 
nology development  and  licensing 
company,  with  only  modest  manu- 
facturing requirements.  Except  for 
its  development  of  a  flexible  pilot 
line,  the  firm's  direct  involvement 
in  component  production  involves 
joint  ventures,  licensees,  and  other 
partnerships.  The  scientist-entre- 
preneur has  also  kept  costs  in 
check  by  wearing  many  hats.  "Joe 
never  had  to  hold  my  hand," 
remarks  Cornie,  whose  fourteen- 
hour  workdays  also  entail  virtually 
all  of  the  firm's  marketing  and  its 
pursuit  of  federal  government  con- 
tracts. The  latter,  he  says,  include 
some  SBIR  (Small  Business  Inno- 
vative Research)  arrangements 
with  "the  old  Star  Wars  folks." 

"Apart  from  some  SB  A  loans,  I've 
been  largely  self-funded,  but  that 
picture  will  soon  change,"  Cornie 
predicts.  "We're  developing  and 
selling  at  the  same  time,  and  I'm 
actively  recruiting  key 
management  members,  including 
CEO  and  sales  vice  president 
candidates.  "Joe's  whole  emphasis 
was  to  get  me  through  this  start- 
up phase.  .  .  to  have  me  maintain 
the  reins  through  the  first  round. 
In  another  six  months,  I'll  have  all 
the  eggs  lined  up  and  can  consider 
relaxing  some  of  that  control.  As 
for  financing  growth,  I'm 
extremely  flexible — that  includes 
selling  a  minority  share  in  the 
firm." 


MSBDC  Client  Profile 
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Massachusetls  SBDC 
I 'Mass  Amherst 


Springfield,  Massachusetts 


Tony  Dolphin,  President 
SpringBoard  Technology 

The  MSBDC's  year-and-a- 
half  relationship  with 
SpringBoard  Technology 
underscores  the  added  value  that  the 
Center's  host  universities  can  bring 
to  MSBDC  clients.  The  relationship 
began  in  the  summer  of  1993  when 
MSBDC  representatives  joined 
Senator  John  Kerry  and 
Springfield  officials  for  a  tour  of  the 
SpringBoard  facility.  The  firm  had 
just  opened  shop  that  May  1993  in 
a  100,000  sq.  ft.  site  vacated  by  the 
Digital  Equipment  Corporation. 
The  firm's  president,  Tony 
Dolphin,  and  his  seven  partners 
who  make  up  the  SpringBoard 
management  team  had  secured  its 
first  account:  the  repair  and 
refurbishment  of  Digital's  tape  and 
disk  drives.  SpringBoard  also  does 
computer  storage  contract 
manufacturing,  reverse  engineering, 
system  integration,  and  inventory 
management. 

SpringBoard's  first  meeting  with 
the  MSBDC  in  August  of  1989 
revealed  that  the  firm  needed 
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assistance  with  marketing  research 
and  analysis.  To  this  end,  the 
MSBDC  called  on  David  Antes,  an 
exceptional  Ph.D.  candidate  in 
marketing  at  UMass  Amherst,  to 
investigate  domestic  markets  for 
disk  drive  repair  and  contract 
manufacturing  services.  Antes 
produced  a  highly  useful  report  that 
analyzed  industry  trends  and 
identified  the  firm's  strategic 
opportunities. 

At  the  same  time,  the  MSBDC 
helped  the  fast-growing  firm  to 
move  into  international  markets. 
"Most  of  our  customers  are  original 
equipment  manufacturers  who  sell 
both  domestically  and  overseas," 
notes  William  Roberts,  the  firm's 
Vice  President  of  Human  Resources 
and  Human  Development.  "We  had 
to  internationalize  to  secure  their 
continued  business."  The  MSBDC 
responded  with  its  International 
Trade  Data  Network,  an  on-line 
trade  data  base  that  identifies 
promising  export  markets.  The 
MSBDC  also  generated  a  roster  of 
trade  shows  for  the  firm.  In  the 
spring  of  1994,  SpringBoard 
opened  its  first  overseas 
operation — a  "depot"  in  Reading, 
England  that  screens  and  ships 
European  repair  jobs  to  Springfield 
for  rapid  restoration  and 
reshipment. 

Another  key  ingredient  in  the  firm's 
globalization  was  its  rapid  ISO  9002 
certification.  Mastery  of  the  ISO 
quality  standards  is  a  virtual 
requirement  for  doing  business  in 
the  European  Community. 
SpringBoard's  rapid  certification  in 
eight  months — two  months  shy  of 
its  first  anniversary — exemplified 


its  exceptional  proficiency  in 
production  and  operations 
management. 

Shortly  after  this  milestone,  the 
MSBDC  teamed  up  with 
SpringBoard  to  improve  the 
readability  and  usefulness  of  the 
firm's  recently  completed  quality 
assurance  manual.  In  this  endeavor, 
the  MSBDC  joined  forces  with  the 
UMass  English  department's 
Technical  Writing  program,  whose 
director,  John  Nelson,  introduced 
the  firm  to  a  graduate  student  who 
skillfully  rewrote  the  manual. 

SpringBoard,  which  owes  much  of 
its  spectacular  success  to  its 
emphasis  on  self-directed  work 
teams,  has  increased  its 
employment  in  a  year  and  one-half 
from  fifty  to  one-hundred  twenty. 
In  the  process  the  firm  has  created 
a  preemployment  training  program 
for  its  inner  city  neighbors.  "All  we 
ask  is  that  participants  agree  to  a 
month  of  training:  many  of  them 
come  away  with  basic,  highly 
marketable  manufacturing  skills," 
notes  Roberts. 

SpringBoard  Technology — with  its 
multicultural,  egalitarian  culture — 
and  the  MSBDC  are  a  splendid 
match,  he  continues.  "It's  a 
genuinely  warm  relationship,  based 
on  considerable  interplay  and 
mutual  respect.  MSBDC  counselors 
have  always  been  exceptionally 
good  listeners  who  have  made 
meaningful  suggestions  and  offers 
of  assistance.  They've  made  us  feel 
welcome  to  call  them  whenever  we 
feel  they  have  resources  that  might 
contribute  to  our  growth." 


MSBDC  Client  Profile 


Nonh  Shore  Regional  SBl 
Salem  Stale  College 


Gloucester,  Massachusetts 


In  early  1993,  Take  One 
Distributors  of  Gloucester,  an 
eight-year-old  wholesale 
distributor  of  Nintendo®,  Sega®, 
and  other  home  video  games  and 
accessories,  was  growing  so  fast 
that  owner  Neil  Crockett  was 
beginning  to  lose  his  bearings.  Take 
One  was  expanding  its  core 
domestic  wholesale  business 
beyond  New  England  to  New  York, 
New  Jersey,  and  Pennsylvania.  At 
the  same  time,  under  the  trade 
name,  Master  the  Game^'^,  it  was 
preparing  to  move  swiftly  into 
mailorder  and  international 
markets. 

"My  own  strength  is  in  marketing 
and  sales;  not  financial  details," 
emphasized  Crockett.  Yet  financial 
discipline  and  controlled  growth 
were  exactly  what  Crockett  and 
Take  One  needed — and  exactly 
what  they  got  from  MSBDC 
counselor,  Fred  Young.  "Two  days 
after  my  first  visit  with  Fred,  he 
presented  me  with  a  fact  sheet  that 
pinpointed  our  problems,"  Crockett 
recalls.  "As  I  well  knew,  almost 
everything  revolved  around  cash 
flow."  Take  One,  he  continued, 
carries  a  great  deal  of  inventory  in 
anticipation  of  customer  demand. 
Its  margins  are  slight,  he  explained, 
because  two  firms,  Nintendo® 
(which  alone  owns  50%  of  the  U.S. 
market)  and  Sega®,  can  dictate 
terms  to  wholesalers.  That's 
because  they  control  production  of 
the  cartridges  that  fit  into  the 
machines  that  they  manufacture. 

"Fred  immediately  saw  that  we'd 
outgrown  our  software,"  Crockett 
continues.  "He  helped  us  network 


our  computers;  before 
that,  our  financial  state- 
ments and  projections 
were  too  scattered.  The 
new  software  helped  us 
keep  a  tighter  rein  on 
accounts  receivable. 
Before  Fred's  involve- 
ment, we  weren't 
identifying  and  respond- 
ing to  overdue  accounts 
fast  enough;  it  was  kill- 
ing our  margin.  He  also 
offered  a  lower-tech  solu- 
tion:  get  a  seasoned, 
full-time  controller  and 
office  manager." 

At  the  same  time,  Fred 
helped  Crockett  in  a  bid 
that  yielded  a  $30,000  to 
$40,000  account  with  a 
large  grocery  store  chain. 
"Are  we  capable  of  doing  this?" 
Crockett  asked  him.  Young's 
financial  projections  gave  Crockett 
and  his  lucrative  client  all  the 
confidence  they  needed.  "That,  in 
turn,  gave  us  the  resources  to  start 
what  has  become  a  highly 
successful  domestic  mail  order 
business,"  observes  Crockett.  "It's 
a  virtually  untapped  market  with 
much  higher  margins  than  domestic 
wholesale,"  he  emphasizes.  Fred 
helped  us  get  started  by  showing  us 
what  employee  and  financial 
resources  we'd  need  to  achieve 
profitable  returns." 

"In  our  other  higher-margin 
business,  exporting,  the  MSBDC 
has  been  equally  valuable,"  says 
Crockett.  "They  referred  us  to  state- 
run  trade  services  like  the 
Massachusetts  Export  Center  in 


Neil  Crockett,  Owner  of  Take  One  Distributors  (r) 
with  Fred  Young,  Director  of  the  North  Shore 
Regional  Small  Business  Development  Center 


Boston  that  have  given  us  valuable 
leads  in  European  markets.  With  the 
MSBDC's  encouragement,  in  fact, 
we  participated  in  a  trade  show  in 
London  where  we  made  some  key 
European  business  connections.  It 
really  put  us  on  the  map." 

"Even  with  this  diversification,  our 
margins  remained  too  fragile  to 
finance  our  pace  of  expansion.  As  a 
result,  Fred  and  I  agreed  that  long- 
term  debt  financing  was  absolutely 
crucial.  To  that  end,  Fred  helped  us 
put  a  proposal  together  that 
eventually  landed  us  an  SBA 
guaranteed  loan.  He  also  helped  us 
navigate  the  SBA  paperwork. 
Thanks  to  Fred  and  the  MSBDC— 
we're  well-positioned  for  continued 
growth." 
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^atex  Street  ^<^{c 

Fall  River,  Massachusetts 


Before  last  August,  if  you 
happened  to  be  in  Fall 
River  with  a  craving  for 
Lebanese  dishes  like  hummus  and 
kibbeh  or  for  Italian  masterworks 
like  vegetable  rotollo,  you'd  have 
been  out  of  luck.  Since  then,  the 
Water  Street  Cafe  has  been  serving 
up  eclectic  Mediterranean  cuisine 
in  an  atmosphere  that  is  both 
breezy  and  just  a  tad 
upscale  by  Fall  River 
standards.  "In  this  city, 
ethnic  restaurants — 
most  are  Portuguese  or 
Chinese  —  have 
traditionally  offered 
only  narrow  dining 
options,"  remarks 
Jeanne  Azar  Padilla, 
one  of  the  cafe's  co- 
owners.  As  longtime 
operators  of  another 
owner's  restaurant  in 
one  of  Fall  River's 
factory  outlets,  Padilla 
and  her  partner, 
Roberta  Polk,  passionately 
wanted  to  make  their  own  mark 
on  the  city's  restaurant  scene. 

"Almost  overnight  we  learned  that 
our  burning  desire  to  offer  great 
food,  service,  and  atmosphere, 
meant  little  without  an 
understanding  of  business 
fundamentals,"  observes  Padilla. 
Enter  the  Massachusetts  Small 
Business  Development  Center  and 
counselor  Jim  Sullivan.  "Jim  was 
very  conservative.  He  handed  us 
a  business  plan  workbook  and  told 
us  to  do  our  homework,"  Padilla 


recalls.  Over  the  next  year,  the 
partners  learned  the  art  of 
estimating  costs  and  revenues  for 
different  time  horizons.  They 
visited  every  potential  competitor 
to  understand  the  prevailing 
market.  They  even  gauged  traffic 
flows  around  their  prospective 
site — a  vacant  restaurant  in  Fall 
River's  waterfront  district. 


Jeanne  Azar  Padilla  (I)  and  Roberta  Polk, 
Owners  of  the  Water  Street  Cafe 

"Our  business  plan  made  four 
circuits  with  Jim,  each  time 
gaining  precision  and  strength," 
observes  Padilla.  "It  was 
downright  scary  to  learn  how  tight 
our  margins  would  be  in  financing 
growth.  But  after  all,  this  is  the 
restaurant  business,  we  kept  telling 
ourselves."  For  Padilla  and  Polk, 
the  best  laid  plans  paid  off 
handsomely.  With  help  from 
Sullivan,  the  partners  obtained  an 
SBA  Enterprise  Fund  loan,  a 
package  that  draws  on  a  fund 
established  by  a  consortium  of 


local  banks.  Then,  last  July,  the 
final  piece  fell  into  place  with  the 
partners'  lease  of  their  new  site. 

"Jim  was  especially  excited  with 
the  locadon,"  recalls  Padilla.  "He 
figured  that  we'd  attract  tourists 
as  well  as  the  city's  business 
crowd.  (Fall  River's  central 
business  district  is  about  a  quarter 
mile  away.)  "Jim  also 
emphasized  that  we'd 
be  an  anchor  business  in 
Fall  River's  plans  to 
vitalize  the  waterfront." 
Fall  River  Area 
Chamber  of  Commerce 
Director,  Robert 
Boisselle,  couldn't 
agree  more.  "We've 
been  upgrading  the  area 
with  landscaping, 
lighting,  and  a  restored 
carousel.  The 
waterfront  —  with 
Heritage  State  Park,  the 
HMS  Bounty,  the 
Battleship  Massachusetts,  and  the 
Railroad  and  Marine  Museums  — 
is  easily  our  top  tourist  magnet. 
Now  we  want  to  attract  a  critical 
mass  of  retailers  to  the  area.  As  the 
waterfront's  first  restaurant,  the 
Water  Street  Cafe's  success  is 
important  to  this  plan.  The  tourist 
season,  of  course,  is  short.  To 
survive,  the  restaurant  has  to  pull 
in  the  business  community  as  well. 
In  this,  it's  been  doing  a  great  job. 
Almost  overnight  it's  become  the 
in-place  to  have  lunch.  The  Water 
Street  Cafe,  we're  convinced,  is 
the  start  of  something  big!" 
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Central  Mass  Regional  SBl 
Clark  University 


Worcester,  Massachusetts 


Let  the  record  speak  for  itself: 
Since  acquiring  Home  Staff, 
Inc. — a  Worcester  firm  that 
specializes  in  home  health  care 
services  for  the  elderly  and  the 
disabled— Jim  Knapic  has  doubled 
his  firm's  sales  to  $2.6  million  and 
nearly  doubled  its  employment 
from  120  to  just  over  200.  And  the 
Massachusetts  Small  Business 
Development  Center  at  Clark 
University  has  been  with  him  all  the 
way.  Four  MSBDC  counselors  and 
an  MSBDC-sponsored  student  team 
from  Clark  University's  MBA 
program  have  worked  with  Jim,  but 
Knapic  reserves  special  praise  for 
his  principal  MSBDC  counselor, 
Larry  Marsh.  "I  couldn't  have 
done  better  with  the  best  private 
consultant,"  boasts  Knapic.  "Larry 
has  virtually  been  a  member  of  our 
team." 

"Larry  and  the  MSBDC  helped  me 
to  evaluate,  structure,  and  finance 
my  acquisition  of  the  firm,"  Knapic 
continues.  They  strengthened  my 
initial  business  plan  and  helped  me 
tame  costs  and  improve  financial 
record  keeping  and  reporting. 
Finally,  they  helped  me  with 
marketing  and  obtaining  lines  of 
credit  to  support  continued  growth." 
Knapic 's  forte  is  admittedly  as  a 
team  leader,  a  motivator.  Marshes' 
strong  suit  is  as  a  financial  analyst 
and  business  planner.  "We've 
complemented  each  other 
splendidly,"  Knapic  notes. 

When  Knapic  bought  the  firm  in 
1991,  its  sales  were  sagging  and  it 
was  losing  money.  "Home  Staff  was 
struggling  with  the  management 
team  that  had  succeeded  its  origi- 


nal owner,  who  had 
died  unexpectedly," 
recalls  Knapic.  "We 
had  excessive  ex- 
penses, including  fat 
salaries,  and  lacked 
any  semblance  of  stra- 
tegic marketing,"  he 
continues.  "Larry 
quickly  identified  cost 
centers  that  were 
draining  the  business 
and  helped  improve 
cash  flow." 

Equally  important,  the 
firm  was  failing  to 
motivate  and  promote 
loyalty  among  its 
clients,  i.e.,  its  contract  nurses, 
physical  therapists,  home  health 
aides,  and  homemakers.  That's 
where  Knapic,  as  the  company's 
self-avowed  team  leader,  made  a 
quantum  difference.  With  advice 
from  Marsh,  Knapic  swiftly  turned 
employee  morale  around.  "Larry 
and  I  agreed  that  we  needed  to  let 
our  clients  know  how  good  they 
were;  that  they  were  our  partners  in 
a  shared  mission.  "Together,  we 
created  a  culture  that  emphasized 
higher  volume  and  standards, 
greater  rewards  for  clients  and 
quality  service  to  the  community." 

Also  critical  were  two  MSBDC 
marketing  research  projects 
employing  Clark  University  MBA 
students.  Each  MSBDC  regional 
center  is  affiliated  with  a  local 
Massachusetts  college  or  university, 
which  adds  valuable  research 
strengths  to  the  center's  arsenal.  The 
Clark  surveys  helped  Knapic 
develop  marketing  strategies  for 


Larry  Marsh  with  Home  Staff,  Inc.  personnel: 
Jim  Knapic,  President  (seated);  Melissa  Deviney, 
Administrative  Assistant;  Anne  Deedy,  Controller  (I  to  r) 


entering  the  lucrative  Medicare 
market. 

"Even  more  fundamental  to  our 
growth,  however,  was  the  timetable 
for  expansion  embedded  in  the 
business  plan  that  Larry  helped  us 
create  and  fine-tune,"  observes 
Knapic.  "He  has  a  great  intuitive 
sense  of  when  to  finance  with  cash 
flow  and  when  to  finance  with  debt. 
He  also  understands  the  psychology 
of  bankers  and  which  banks  to 
target."  Marshes'  advice  paid  off  for 
Home  Staff,  which  has  fueled  its 
steady  growth  with  two  recent  lines 
of  credit:  $50,000  in  1993  and 
$100,000  last  year.  The  loans 
underscore  another  value  shared  by 
Knapic  and  MSBDC.  "We're  both 
community-oriented."  he  insists.  "I 
believe  in  this  community  and  want 
to  do  business  with  local  banks.  The 
MSBDC  is  also  community  minded: 
everything  they  do  for  a  small 
business  is  designed  to  benefit  the 
community  as  well." 
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Boston,  Massachusetts 


New  Horizons  for  MSBDC's 
Minority  Business  Assistance  Center 

For  the  MSBDC's  Minority 
Business  Assistance 
Center,  relocation  in 
November  1 993  to  the  School  of 
Management  at  the  University  of 
Massachusetts  in  Boston  was  a 
new  beginning.  "My  idea  to 
establish  a  minority  business 
assistance  center  at  UMass 
Boston  was  self-evident,"  insists 
College  of  Management  dean, 
Eric  Hayden.  "The  Boston 
community  has  a  crying  need  for 
a  business  center  with  its 
counseling  and  technical 
expertise.  We  are,  after  all,  a 
community  University  with  a 
strong  public  service  mission. 
Over  30%  of  the  College  of 
Management's  students,  in  fact, 
have  minority  backgrounds.  We 
plan  on  involving  them,  our 
faculty,  and  many  of  the 
University's  other  resources  in  the 
center's  activities." 

In  recent  months  the  center  has 
gained  increasing  visibility  in  the 
community  through  its  hands-on 
training  programs.  Its  most 
popular  offering,  notes  Minority 
Business  Assistance  Center 
director  Henry  Turner,  is  the 
twelve-week  seminar.  Managing 
the  Growth  of  Your  Business. 
Pitched  towards  companies  in 
their  first  three  years,  the  program 
introduces  management, 
marketing,  and  financial  strategies 
that  foster  expansion  and  growth. 
"The  object  is  to  help  growing 


firms  create  a  business  plan  that 
will  bring  them  to  the  next  level," 
observes  Turner. 

Planning  seminars  also  figure 
prominently  in  a  new  partnership 
between  the  center  and  the 
quasipublic  Massachusetts 


Henry  Turner,  Director,  Minority  Business 
Assistance  Center  (I);  Alex  Lee,  Assistant 
Dean,  College  of  Management;  Luz  Beato, 

Departmental  Secretary,  Management, 
Science  and  Information  Systems  (seated) 

Housing  Finance  Agency 
(MHFA).  In  training  seminars,  the 
center  is  bringing  small  minority- 
owned  firms  up  to  speed  in  the 
business  planning  fundamentals 
that  will  allow  them  to  participate 
in  a  new  public-to-private  housing 
conversion  program.  The  U.S. 
Department  of  Housing  and 
Urban  Development  is  employing 
private  contractors  to  renovate 
2,000  public  housing  units  for  sale 


to  private  tenant  organizations  in 
Roxbury,  the  South  End,  and  other 
parts  of  Boston.  The  program, 
which  is  securing  credit  through 
MHFA  bonds,  plans  to  contract 
80%  of  the  renovation  work  to 
minority-owned  firms,  many  of 
which  are  extremely  small  and 
financially  unsophisticated. 
"Many  of  these  firms  are 
landscapers,  one-  and  two-person 
carpenters,   and  construction 
specialists,"  remarks  Turner. 
"Our  training  program  has  helped 
tighten    up    their  business 
planning,  thus  improving  their 
credit  viability  and  chances  of 
participation  in  the  program." 

The      Minority  Business 
Assistance   Center,  Turner 
continues,  offers  a  great  deal 
more  than  training.  "We  do  a  lot 
of  one-on-one  counseling  in 
business  basics,  and  help  firms 
make  the  most  of  procurement 
channels  and  funding  sources. 
There  are  dozens  of  opportunities 
out  there;  but  you  have  to  know 
how  to  navigate  them."  Turner 
also  plans  to  employ  teams  of 
UMass  business  school  students 
and  faculty  members  to  be 
troubleshooters  for  client  firms. 
"The  University  offers  the  center 
tremendous  resources  —  an 
excellent  business  and  technical 
faculty,  a  fine  research  library,  and 
strong    ties    to    the  local 
community,"  he  observes.  "Our 
job  is  to  leverage  those  assets  for 
the  maximum  benefit  of  our  small 
business  clients." 
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MSBDC  Specialty  Center 


STATE  ADMINISTRATIVE  OFFICE 

University  of  Massachusetts  Amherst 
205  School  of  Management 
Amherst,  MA  01003-4935 
(413)  545-6301 


REGIONAL  CENTERS 


Central  Mass  Regional  Office 

Clark  University 
950  Main  Street 
Dana  Commons 
Worcester,  MA  01610 
(508)  793-7615 


Metro  Boston  Regional  Office 

Boston  College 
96  College  Road 
Rahner  House 
Chestnut  Hill,  MA  02167 
(617)  552-4091 


North  Shore  Regional  Office 

Salem  State  College 
197  Essex  Street 
Salem,  MA  01970 
(508)  741-6343 


Southeastern  Mass  Regional  Office 

University  of  Massachusetts  Dartmouth 
RO.  Box  2785  -  200  Pocasset  Street 
Fall  River,  MA  02722 
(508)  673-9783 


Western  Mass  Regional  Office 

University  of  Massachusetts  Amherst 
101  State  Street,  Suite  424 
Springfield,  MA  01103 
(413)  737-6712 


SPECIALTY  CENTERS/PROGRAMS 

Capital  Formation  Service 

Boston  College 

96  College  Road,  Rahner  House 
Chestnut  Hill,  MA  02167 
(617)  552-4091 

International  Trade  Program 

University  of  Massachusetts  Amherst 
205  School  of  Management 
Amherst,  MA  01003-4935 
(413)  545-6301 


Minority  Business  Assistance  Center 

University  of  Massachusetts  Boston 
College  of  Management,  5th  Floor 
Boston,  MA  02125-3393 
(617)  287-7750 

Massachusetts  Export  Center 

World  Trade  Center,  Suite  315 
Boston,  MA  02210 
(617)  478-4133 

(800)  478-4133  from  the  508  or  413  area  code 
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n  addition  to  Regional  Offices,  the  MSBDC  has  outreach  sites  at  chambers  of  commerce  and  economic 
development  entities  throughout  the  Commonwealth.  For  most  small  businesses,  this  means  that  MSBDC 
services  are  no  further  than  30  minutes  away. 


Central  Mass  Regional  Office    (508)  793-7615 


Acton 

Ayer 

Clinton 

Framingham 

Gardner 

Holden 

Leominster 

Marlborough 

Milford 

Sturbridge 


Acton  Chamber  of  Commerce 

Massachusetts  Resource  Center 

Clinton  Area  Chamber  of  Commerce 

Metro  West  Chamber  of  Commerce 

Greater  Gardner  Chamber  of  Commerce 

Holden  Chamber  of  Commerce 

North  Central  Massachusetts  Chamber  of  Commerce 

Marlborough  Chamber  of  Commerce 

Greater  Milford  Chamber  of  Commerce 

Tri-Community  Chamber  of  Commerce 


(508)  263-0010 
(508)  792-7296 
(508)  368-7687 
(508)  879-5600 
(508)  632-1795 
(508)  829-9220 
(508)  840-4300 
(508)  485-7746 
(508)  473-6700 
(508)  347-2761 


Metro  Boston  Regional  Office    (617)  552-4091 

Jamaica  Plain  Neighborhood  Development  Corporation 

Quincy  South  Shore  Chamber  of  Commerce 


(617)  522-2424 
(617)479-1111 


North  Shore  Regional  Office    (508)  741-6343 

Amesbury  Amesbury  Chamber  of  Commerce 

Danvers  North  Shore  Chamber  of  Commerce 

Gloucester  Cape  Ann  Chamber  of  Commerce 

Haverhill  Northern  Essex  Community  College 

Lowell  Middlesex  Community  College 

Wobum  North  Suburban  Chamber  of  Commerce 


(508)  388-3178 
(508)  774-8565 
(508)283-1601 
(508)  374-3805 
(508)  937-5454 
(617)933-3499 


Southeastern  Mass  Regional  Office    (508)  673-9783 


Attleboro 

Barnstable 

Franklin 

Mansfield 

New  Bedford 

North  Attleboro 

Plymouth 


Attleboro  Area  Chamber  of  Commerce 

Cape  Cod  Commission 

United  Chamber  of  Commerce 

Tri-Town  Chamber  of  Commerce 

New  Bedford  Area  Chamber  of  Commerce 

No.  Attleboro/Plainville  Area  Chamber  of  Commerce 

Plymouth  Area  Chamber  of  Commerce 


(508)  222-0801 
(508)  362-3828 
(508)  528-2800 
(508)  339-1020 
(508)999-5231 
(508)695-6011 
(508)  746-3377 


Western  Mass  Regional  Office    (413)  737-6712 


Amherst 

Athol 

Chicopee 

Greenfield 

Holyoke 

Northampton 

Palmer 

Pittsfield 

Westfield 


Amherst  Chamber  of  Commerce 
North  Quabbin  Chamber  of  Commerce 
Greater  Chicopee  Chamber  of  Commerce 
Franklin  County  Chamber  of  Commerce 
Greater  Holyoke  Chamber  of  Commerce 
City  of  Northampton 
Quaboag  Valley  Chamber  of  Commerce 
Central  Berkshire  Chamber  of  Commerce 
Greater  Westfield  Chamber  of  Commerce 


(413) 
(508) 
(413) 
(413) 
(413) 
(413) 
(413) 
(413) 
(413) 


253-0700 
249-3849 
594-2101 
773-5463 
534-3376 
584-1900 
283-2418 
499-4000 
568-1618 
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MSBDC  Unit 
State  Office 


Sponsor 

Univ.  of  Massachusetts 
Amherst 


Central  Mass 
Regional  Office 


Metro  Boston 
Regional  Office 


Clark  University 


Boston  College 


North  Shore 
Regional  Office 


Southeastern  Mass 
Regional  Office 


Salem  State  College 


Univ.  of  Massachusetts 
Dartmouth 


Western  Mass  Univ.  of  Massachusetts 

Regional  Office  Amherst 


Capital  Formation  Boston  College 
Service 


Minority  Business  Univ.  of  Massachusetts 
Assistance  Center  Boston 


International  Univ.  of  Massachusetts 

Trade  Program  Amherst 


Name 

John  Ciccarelli 
Georgianna  Parkin 
Michele  Beauregard 
Alana  Atkinson 
Laura  Howard 
Patricia  Olander 

Laurence  Marsh 
Michael  Holbrook 
Robert  Ferris 
Nancy  McKenna 
Karen  Morrison 

Jack  McKieman 
Don  Rielly 
Francis  Lee 
Joseph  Andrews 
Bert  Mendelsohn 
Donna  McKenna 
Sandra  Piver 

Frederick  Young 
Joseph  Corcoran 
Awilda  Irizarry 
Gail  Nelson 

Clyde  Mitchell 
James  Sullivan 
Jose  Freitas 
John  Scanlon 
Ramesh  Ramachandra 
Michael  Southern 
Carol  Richards 
Cheryl  Bednarik 

Dianne  Doherty 
Daniel  Holmes 
Philip  Petitt 
Joan  Kennedy 
Susan  Mongue 

Don  Rielly 
Francis  Lee 
Joan  Prendiville 


Title 

State  Director 
Assistant  State  Director 
MIS  Administrator 
Office  Manager 
Data  Resource  Manager 
Administrative  Assistant 

Director 


Address 

University  of  Massachusetts 
205  School  of  Management 
Amherst,  MA  01003-4935 
(413)  545-6301 


Clark  University 


Sr.  Management  Counselor  950  Main  Street 

Sr.  Management  Counselor  Worcester,  MA  01610 

Management  Counselor  (508)  793-76 1 5 
Administrative  Assistant 


Director 

Sr.  Management  Counselor 
Sr.  Management  Counselor 
Sr.  Management  Counselor 
Sr.  Management  Counselor 
Administrative  Assistant 
Administrative  Assistant 

Director 

Management  Counselor 
Management  Counselor 
Administrative  Assistant 

Director 

Management  Counselor 
Management  Counselor 
Management  Counselor 
International  Counselor 
Loan  Specialist 
Administrative  Assistant 
Administrative  Assistant 

Director 

Management  Counselor 
Financial  Analyst 
Administrative  Assistant 
Management  Counselor 

Director 

Associate  Director 
Administrative  Assistant 


Henry  Turner 
Rosalina  Guity 


Lyne  Kendall 
Laura  Howard 
Catherine  Comwell 


Paula  Murphy 


Director 

Administrative  Assistant 


International  Counselor 
International  Counselor 
Design  Illustrator 

Director 


Boston  College 
96  College  Road 
Rahner  House 
Chestnut  Hill,  MA  02167 
(617)  552-4091 


Salem  State  College 
197  Essex  Street 
Salem,  MA  01970 
(508) 741-6343 

200  Pocasset  Street 
PO.  Box  2785 
Fall  River,  MA  02722 
(508)  673-9783 


101  State  Street,  Suite  424 
Springfield,  MA  01103 
(413) 737-6712 

Pittsfield  (413)499-0933 
Boston  College 

96  College  Road,  Rahner  House 
Chestnut  Hill,  MA  02167 
(617)552-4091 

University  of  Massachusetts 
College  of  Management,  5th  Fl. 
Boston,  MA  02125-3393 
(617)  287-7750 

University  of  Massachusetts 
205  School  of  Management 
Amherst.  MA  01003-4935 
(413)545-6301 

Massachusetts  Export  Center 
World  Trade  Center.  Suite  315 
Boston.  MA  02210 
(617)478-4133 
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State  Office 
International  Trade  Program 


Central  Mass 
Regional  Office 


*  Amherst 


^Worcester 


North  Shore  Regional  Office 


Metro  Boston  Regional  Office 
Minority  Business  Assistance  Center 
Capital  Formation  Service 
Massachusetts  Export  Center 


-^Springfield 


Western  Mass 
Regional  Ofilce 


Southeastern  Mass  ['^^ 
Regional  Office 
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